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risks,1 is the essential object sought by these cooperative relations. Either these means of protection must be devised and supported by cooperation or wider margins must be taken to cover the losses incurred by price fluctuation.
Where the integrated method of marketing has federated local assemblers into a comprehensive distributing system, the highest form of competition is realized when the retailers of the country are enabled to receive their share of the total supply at tentative guaranteed prices which are subject to change through refunds in case consumers generally are found unable to take the whole supply at the orginal calculated price. Under such a plan farmers who contributed walnuts, for example, would not be selling their product at a cash price upon which an enormous margin was added by the power of monopoly to guarantee prices. On the contrary, they merely would be delivering their product to the retailer through an integrated system of distributing which would return them whatever price could be obtained from consumers for the whole crop. Their power to guarantee prices, instead of being due to monopoly, would clearly be due to the fact that farmers would accept a lower return than that first estimated as likely to result. Thus the give-and-take which is characteristic of competitive buying and selling, where farmer and consumer actually meet, is also developed where farmers through their own distributors place products with wholesalers and retailers on the basis of tentative prices guaranteeing acceptance of lower prices in the form of refunds in case the first price offered to consumers happened to be too high.
The possibility of guaranteeing prices in a manner which promotes competition and fair prices as just described de-
1 Among private middlemen where the guaranteeing of prices against their own decline is Hot feasible, "hedging" on the future market is a common form of trade insurance. For discussions of this complicated problem and its value as a means of stabilizing marketing, see Weld, L. D. H., The Marketing of Farm Prodwts, Chapters XV and XVI, pp. 317-361; The Legitimate "Side" of the Board of Trade, Wallace's Farmer, Vol. 46, No. 8, p. 347; Rose, Philip S., Country Gentleman, Dec. 18,1920, pp. 6, 7 flf,